
Figure 3.2:  Composition of Distribution Company Sales (kWh):
First Quarter 1999

Table 3.5 shows the customer composition data by broad customer types and includes number of
customers in addition to kilowatt-hour sales.  An examination of the competitive customers and
competitive sales columns shows that competitive suppliers were heavily focused on large industrial
and commercial customers.  Over 98% of kWh competitive sales were to commercial and industrial
customers and over 76% of competitive customers were commercial and industrial.  Moreover, the
average sale to a competitive customer was over 49,000 kWh per quarter.  This focus on larger
customers is not surprising because of the higher marketing costs associated with acquiring and
serving individual residential and small commercial/industrial accounts.

Table 3.5:   Distribution Customer Composition by Customer Type
First Quarter 1999
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